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finest specimens within the scope 
of the Graphic Arts. 
You will find it worth while to inspect 
this unique collection. Just phone 


or drop us a line. No obligation. 


The Southam Printing Company htt 


19 Duncan Street, Toronto 1. 
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Mae 


Here is a storehouse of printed 


advertising from all parts of 
the world. It includes some of the 


Phone EM. 3-4021 


SERVING LEADING ADVERTISERS FOR MORE THAN 75 YEARS 
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CAREB 
STATIONERY SERVICE 


Stocks of the undermentioned pamphlets, cuts, 
etc., are kept at the CAREB office for the con- 
venience of realtor members of the association. 
For example, the pamphlets on home-buying and 
selling can be distributed to prospects: they have 
room on the back for your name and address. 


Use of the CAREB cut on your letterhead will 
let people know that you're a CAREB member, as 
will use of the CAREB decal on your window or 
car. 


PAMPHLETS 
Helpful Hints for Home Buyers 
Helpful Hints for Home Sellers 


Hepful Hints on Using the 
Co-Operative Listing Service 


$2.00 per hundred 
$2.00 per hundred 


$3.00 per hundred 


Construction Pointers 10c. each 


CUTS, DECALS, PINS 

CAREB Realtor cuts for Letterheads $3.50 each 
CAREB Realtor window decals size 8" x 6" 50c. each 
CAREB Realtor lapel pins $1.50 each 





You Can End 
Your Advertising 
With A Period 


—OR A SALE! 


What your sales message says and where it appears 
make the difference. Canada's leading Realtors 
keep sales climbing with more Classified Advertis- 
ing in The Daily Star than in both other Toronto 
newspapers combined. 


A Daily Star Classified representative will bring 
suggestions and selling ideas to you. 
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EM. 8-3611 


TORONTO DAILY STAR 
Most Readers by Far 
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The Canadian Realtor is the 
official organ of real estate in 
Canada. It is published monthly 
for the Canadian Association of 
Real Estate Boards. 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
for it the respect it deserves.” —Charles Dickens. 


Home-Building Big Business 


“Prospect of a big house-building season for this year is 
one of the brightest signs on the economic horizon,” com- 
ments the Financial Post. 

Besides providing employment for those who will be 
working on the job of actual construction, the paper points 
out, there will be employment for tens of thousands of others, 
too. 

The 140,000 houses expected this year will need 980 mil- 
lion bricks, 1.4 billion board feet of lumber, 1,960,000 doors, 
210 million square feet of roof shingles, 5.6 million feet of 
floor tiles, 119 million square feet of wood floor finish. Other 
things required will include 1,960,000 electrical series, 2,800,- 
000 eleetrical outlets, and 16.8 million bags of cement. Paint, 
steel, insulating materials provide other huge volumes of 
goods required. 

But these facts and figures tell only part of the story. 
Sale of a new house generates sale of at least $1,000 to $2,000 
worth of furnishings and equipment in the first year of occu- 
pancy, and thus the sale of home generates about $200,000,- 
000 for other manufactured goods. 

And for realtors, 140,000 houses could generate a com- 
mission on sale of between $50 and $70 million dollars. That’s 
a nice pie for Canadian realtors to share in! 
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SO YOU WANT TO GO INTO BUSINESS FOR YOURSELF? 


By Don Koy), F.R.1. 


Mr. Koyl is vice-president of the Canadian Association of Real Estate Boards, and 
heads the Saskatoon real estate firm of Koyl Agencies Ltd. This article 
presents excerpts from the address made by Mr. Koyl last winter 
to the Hamilton Real Estate Board's one-day sales conference. 


“Outside of hard work the only 
other main key to success in the Real 
Estate business is the seeking of 
knowledge of others, so I’m _ not 
joking when I say that what I have 
to tell you has been said before by 
better thinkers than myself. 

However my purpose will be amply 
fulfilled if I manage to correlate 
some of these thoughts of others, add 
to them a very few of my own 
thoughts, and in an orderly fashion 
lay out a pattern that will let you 
decide whether you, too, are a person 
who should go into business for your- 
self. 

Basically there are ten points you 
should look into thoroughly before 
you make any decision. Satisfy them 
all, you will be a world beater. Ignore 
one and you'll be vulnerable fore- 
ever. 


Eight Basic Points 
It is impossible to find a better 
outline for a discussion of this type 
than the eight points shown in the 
Real Estate Salesmen’s Handbook as 
Section 20—with the heading—‘What 
Is a Good Company”. 
They are: 
1) A good company is one with suffi- 
cient experience to understand 
all the ins and outs of real estate 
practice. 
2) It is one manned by efficient per- 
sonnel. 

3) It is one which has enough capi- 
tal to conduct the business with- 
out limitations. 
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4) It is one in which the leaders are 
service minded. 

5) It is up to date and sensitive to 
changing conditions. 

6) It is a company with a strictly 
professional attitude towards the 
people it tries to serve. 

7) It maintains in good standing, 
memberships in the local, pro- 
vincial and dominion real estate 
boards and its specialized in- 
stitutes, participating in their ac- 
tivities. 

It is one in which the salesmen 

and other employees are treated 

with consideration, and given 
every opportunity for personal 
development. 


~ 


But I add two more: 
9) Read, study and educate yourself 
constantly—you may think this 


clashes with No. 5—if it does it 

will be emphasized more fully 

and my purpose will be furthered. 
10) Hard work. 

Those of us that were fortunate 
enough to be at the Vancouver con- 
ference were treated to an outstand- 
ing talk on a similar subject to that 
of mine today. I refer to Mr. Jules 
Saxe of San Francisco, who spoke on 
the method and procedure of opera- 
ting a Real Estate office,* and in his 
talk were a great many suggestions 
for success in operating a real estate 
office. 


Everybody Happy? 

He said the definition of a success- 
ful office could best be found by 
answering the following questions: 

1. Is everybody happy? 
2. Do competitors think you are 
successful? 


oo 


Does the public think you are 

successful? 

4. Do you have long range objectives 
and do you inform your salesmen 
of these objectives? 

.. Are your top salesmen getting 
enough leisure? 

6. Have you a retirement plan? 

(this refers to a feeling of con- 

tinuity that builds up in a staff 

for continuance when key staff 
disappears through death or re- 
tirement). 


*See Canadian Realtor, December 1957 and 
January 1958. 
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7. Can your office function without 

you? 

Mr. Saxe also dealt with the sub- 
ject “why do salesmen leave”, and 
mentioned the following points as 
examples of salesmen’s reasoning 
1. You do not inspire trust. 

2. Ambition. 

3. The salesman feels he cannot 
reach an intellectual peak under 
your guidance. 

The salesman knows it all. 

He is tired of making the boss 

rich. 

6. Hours. 

. Wives don't 

enough. 

Envy. 

9. The addition of too many new 
salesmen. 

10. You as a broker forget about, and 
don’t follow up on the successful 
salesman. 


ag 


ur 


see their husband 
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“Why I Left" 

And when a broker reflected on his 
own change from a salesman to a 
broker he undoubtedly answered the 
question—'‘‘why did I leave him’, by 
answering the following: 

1. Am [a leader? 

2. Do I inspire trust? 

3. Can I inspire confidence in my 
salesmen? 


4. Can I give and take criticism? 

5. Do I prefer management? 

6. Can I resist competing with 
salesmen? 


7. Do I know the fundamentals of 
building an organization? 

8. Do I stop myself from fighting 
changes, but nevertheless recog- 
nize exceptions? 


9. Can I let salesmen make mis- 
takes? 

10. Am I confident of my own in- 
tegrity? 


Mr. Saxe said the reason salesmen 
stay is that a salesman works for the 
boss and the boss works for his sales- 
man. He ranked the prime desires of 
a salesman in the following order: 
Security. 

Respect for his office. 

A feeling of belonging. 
Advancement opportunity  pro- 
vided. 

5. To make money. 

Discussing a successful office Mr. 
Saxe said the broker must be the one 
in the office that has the most ex- 
perience. He must be enthusiastic 
when business is bad, he must be will- 
ing to take advice from salesmen and 
must let the salesmen know long 
range objectives of the office. The 
broker must never criticize them in 
public and must let them make mis- 
takes. 


fone 
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Mr. Saxe of course said many other 
things in his talk, but as these were 
his ideas on some components neces- 
sary when you go into business for 
yourself, I feel those who hadn’t been 
at the Vancouver conference would 
like to make a note of them. 

Now let’s get down to brass tacks. 
1. A good company is one with suffi- 

cient experience to understand all 

the “ins and outs” of real estate. 

So you still want to go into busi- 
ness for yourself? 

Will this office you are thinking of 
establishing have the experience at 
the top to teach its salesmen how to 
sell? It will be a poor company—if it 
takes on anyone and everyone that 
can be hired and trusts that by hiring 
ten—one natural salesman will make 
his way—9 will go on their way and 
ten more hired. There is at least one 
of these offices in every community. 


to keep sales staff for any period of 
time simply because he thinks all the 
customers belong to him only and 
any passed on are on the basis of, 
“Here Joe, take this customer on, but 
remember he is an old client so you 
only get half the regular commission 
if you sell him”, 

That broker will continue to lose 
his key staff, he will not have an 
operation that will produce volume, 
he will remain a one man show. No 
one fears him as competition, he can’t 
grow, he is a “loner’’. You, too, will 
become one if you pursue tactics of 
this type. 

2. A good Company is managed by 
efficient personnel. 

How many offices have you come 
across that have lost their reputation 
through their sales staff? My home 
town had a case of an unscrupulous 
salesman who wanted to keep an ex- 





W , * ” 
It's a complex business’, warns 


Mr. Koyl, "but remember this; 


there's always room at the top’. 





It’s also a poor company with 
which to work that is so self-suffi- 
cient in other departments or in re- 
peat business that sales staff is 
ignored and left to learn on their 
own. Unless (though there are some 
oustanding exceptions in this) you be- 
come an office able to train your sales- 
men by handing them enough pros-- 
pects from walk-in business. These 
however are the old established, still 
alert, ethically operated offices that 
have that great booster, the walk-in 
customer who usually is the satisfied 
former customer or a friend of a cus- 
tomer that has told of your services. 


Well Established Office 

This happens only in the well- 
established office, and will not reach 
its peak until five years of volume 
selling has gone by. Here again 
though, if you ever reach this stage 
don’t be like one office I know well, 
with an owner that hasn’t been able 


clusive beyond an expiry date. He set 
up a dummy deal to be closed 30 
days ahead with a small deposit, 
supposing that he would sell that 
house within the 30 days. Closing 
date came and went. His employer 
was investigated for attempted fraud. 
His employer had his license suspend- 
ed during the investigation which 
meant no advertising and no sales for 
his sales staff during that investiga- 
tion. It ended by the broker’s license 
being restored after he’d had no busi- 
ness for 60 days—on condition—that 
the salesman concerned lost his 
salesman’s license permanently in the 
Province of Saskatchewan. Many 
criticized realtors are honest and re- 
liable personally, but as they have 
little control over their sales people, 
they suffer. 

Don’t grab your staff—pick them, 
suffer volume-wise temporarily if 
necessary, but hand pick your staff 


(Continued on page 6) 








IN BUSINESS FOR YOURSELF 
(Continued from page 5) 


set up a definite training program, 
teach this new staff your office 
methods, the essentials of real estate 
and salesmanship and above all, your 
office policies. The right men and 
successful salesmen will stay with the 
well run operation. 
3. Sales manager 

If you are planning on being your 
own manager you personally 
need the following qualifications, but 
look for them in your personnel. A 
sales manager must intensely want to 
work for you, he must be satisfied 
with your contract, he must be fas- 
cinated by the real estate business as 
a field and have a loyalty to your 
company that is unquestioned. 


sales 


Must Be Aggressive 

He must be aggressive and able to 
impart that aggressiveness to others. 
He must know more about the real 
estate business than his sales staff 
and be able to pass it on to them. 


Beware of hiring just any top 
salesman for sales management. You 
have all run into the salesman that 
likes selling, not managing. He will 
continue to be profitable to his office 
only while selling, and will be neither 
successful salesman nor successful 
sales manager if promoted. Choose 
your sales manager well, he is one 
clue to your success. 


Employee selection can be, in fact, 
has been for the past twelve years, 
the most difficult problem in my own 
office. 


First—you are in a close margin 
business, so it is difficult to outbid 
other lines for personnel. 


Second—I suggest that you never 
seek an employee—in either the 
lowest or highest bracket, a good 
employee must seek you. 


Third—I suggest you never hire 
salesmen from another real estate 
organization. Pluck a salesman off 
the road and train him to suit your- 
self. 


Fourth—Train your staff to suit your 
ideas and teach them every facet of 
your office and policies, encourage 
and reward sales staff that brings 
in business for other departments. 
Make them valuable. 


My own office could be considered 
eccentric in these policies. But we 
have passed up business over the 
years because we couldn’t find the 
right man for the job. My salesmen 
are guaranteed a minimum for the 


first six months, but in return I don't 
keep a man beyond twelve months 
that doesn’t earn $5,000 for his share 
and the second twelve months each 
must reach $7,500 income. I believe in 
keeping a staff always one smaller 
than I need, as a result they work 
with other departments, they work 
with each other. 


Without Limitations 

3. It is one which has enough capital 
to conduct’ the without 
limitations. 


business 


Every salesman of any ambition at 
some time thinks about starting his 
or her own business. Independence is 
our heritage. Many business men lose 
whatever money is put into these 
privately owned operations, conver- 
sely the success story is well known. 
Basically there are three essentials, 
and be sure you have the experience 
to recognize the ingredients of these 
essentials before you follow that de- 
sire to set up your own business. 

These three are: 

1. You must have already learned by 
experience and study the funda- 
mentals necessary for success in 
the Real Estate business. This in- 
cludes capital. 
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Know and be able to follow up the 
essentials of organization of your 
proposed real estate business and 
don’t forget capital. 

3. Know and avoid the pitfalls of our 
business and I include lack of 
capital. 


Room For More 
Don't let anyone ever tell you that 
there isn’t room for more real estate 
brokers in your town. There is always 
room for the correctly organized 
operated and financed real estate 
broker. Everyone in the business 
started somewhere. With population 
growths and shifts, shelter needs turn 
over every day. But you are not all 
qualified to enter this business. 
Some of you because of back- 
ground, education, personality and 
ability, should be owners of business- 
es in other fields. Don't set up for 
yourself simply because you believe 
this is a good time and don’t be so 
sold on real estate as an enterprise 
that you blindly go into an _ un- 
profitable facet of the business. An- 
swer these questions to yourself. 
a. Does my education qualify me? 
b. What experience have I that quali- 
fies me? 
c. Why are others successful, others 
unsuccessful? 


d. Am I willing to work harder than 





others at the outset to make myself 

successful? 

e. Are my home conditions such that 
permit me absolute freedom of 
time required? 

f. Do I personally believe the real 
estate business is one for per- 
manent success. 

If you don’t sincerely believe this 
stop thinking of yourself as a broker 
now. 

Look at two brokers, one you con- 
sider unsuccessful and one you ad- 
mire and answer these questions: 

a. Why do you think the better one 
is profitable? 

b. Have you the same qualifications? 

c. Could you get enough share of the 
attractive business to make a 
living? 

d.Have you an unusual idea 
could you create new business? 

e. What makes the services of the 
successful business attractive? 

f. Can the quality of your work be 
improved? 

g. How much capital is needed, and 
can I find a satisfactory location? 


that 


Causes of Failure 
The 
failure 


major causes of business 
inefficient management, the 
unwise use and extension of credit, 
poor home and personal factors, dis- 
honesty and fraud, and _ insufficient 
capital. 

Sixty-eight per cent of bankrupt 
owners have not completed high 
school education. Fifty-one per cent 
of bankrupt owners had incomplete 
accounting records. Sixty-three per 
cent made no use of information from 
their trade association. 

When you start into business you 
take on an obligation to your com- 
munity, an obligation to the others in 
business in the area, an obligation to 
your employees, an obligation to your 
clients. Your failure will cause an eco- 
nomic loss to everyone surrounding 
you. 

You are thinking of entering one of 
the closest margin businesses in exist- 
ence today. I helped analyze a recent 
year in a good office. That office 
averaged 4.2 cents for every $1.00 
handled through all their bank ac- 
counts. It cost 4 cents to operate the 
business, the .2 was profit before 
taxes. Advertising represented 11 
per cent of commission volume, if 
that advertising had been 15 per cent 
of commission volume a loss would 
have resulted. 

It’s a touchy business and if the ad- 
vertising had not gotten the desired 
results a substantial loss could have 
resulted, so capital must be adequate 
to carry you over these periods. I am 


“A good business must have service-minded leaders” 


no economist but I contend if you 
haven't got adequate capital you are 
on dangerous ground, and I mean 
capital for operating the business, not 
assets in buildings furniture and 
other frozen items. Fluid assets with 
which to operate. Use your banker. 
He is being offered an extremely at- 
tractive item in your trust accounts, 
there should be help from that bank- 
er to guide you and see you over short 
term needs. Whatever you do don't 
rely on your bank for capital. Banks 
have an extremely bad habit of lend- 
ing you an umbrella and asking for 
its return the day it rains. 


Partnership Or Incorporation 

I don’t think from a tax standpoint 
there is a great deal from which to 
choose between incorporation and 
partnership. I personally prefer in- 
corporation, even though in many 
years since the war the sum of cor- 
poration taxes plus personal tax on 
salary has added up to more than the 
total tax payable on all profits by 
partners. I prefer incorporation be- 
cause most businessmen aren't 
capable of the self discipline required 
in order to increase their capital from 
profits in a partnership. 


In a corporation it is much simpler; 
you just decide to not take any divi- 
dends or to distribute a smaller one 
than last year and so have undis- 
tributed surplus available with which 
to expand your business. In partner- 
ship the partners must agree on the 
amount needed in a formal manner, 
take it out of their personal savings 
and put it into the Company, because 
they personally drew everything out 
at the last year end and if one of the 
partners does not find it convenient 
or hasn't disciplined himself finan- 
cially, further financing can be diffi- 
cult to arrange. These tax situations 
should be discussed at least yearly 
with your auditor. 


Changing Conditions 
Conditions change. What’s right 
this year can be wrong next year. 


I don’t think anyone goes into busi- 
ness thinking of the chances of bank- 
ruptecy and so establishes a limited 
company because he isn't liable be- 
yond that capital. And conversely I 
don't think anyone starts a partner- 
ship with the idea of binding his part- 
ner (which he can do) in some 
dishonest deal. 


You will find the majority of small 
Real Estate businesses are sole 
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proprietorships or partnerships be- 
cause the smaller offices operate 
singly or with a small staff. But if 
you require outside financial backing 
—incorporate. 


4. A good company is one in which its 
leaders are service minded. 


You must answer the question: 
“Are you ready to become a realtor?” 
Yours is not just a responsibility to 
find and sell property, but the proper 
use of land. When you go into busi- 
ness for yourself you set yourself up 
as an expert in your field. Experience 
and training has to back up this con- 
tention. You must be capable of ad- 
vising local authorities on city ser- 
vices, industrial areas, shopping 
centres, schools, in fact on all the 
items that make up a community. 


Here in Ontario the supply of land 
is limited. If you or the people that 
consult you are wrong, what happens. 
As much as a century of living must 
go on in your poorly planned com- 
munity. Someone put it well when 
they said, “You cannot walk away 
from a community and start it over.” 


Sense of Responsibility 

These investments you invite the 
public to make in commercial and 
dwelling purchases, and in sewer and 
water and other services are too 
great to warrant mistakes. You must 
be a responsible person toward the 
community or not get into the busi- 
ness. A knowledge of your city will be 
of use other than for community 
mindedness, it can mean dollars in 
your pocket. Going into business for 
yourself can be helped if you know 
your area well. National companies 
want to know the areas of your city 
before they locate. So dig out every 
pertinent thing about your home- 
town. Know your population and its 
trends; tax structure; type of city 
administration; city business centre 
and its trend; your zoning. 


Assess what your city has to offer 
educationally, religiously, service and 
trade association in the community, 
transportation, hospitals, the trading 
area, recreation, financial industry, 
utilities, ete. 


You cannot pull yourself into a 
shell and do nothing but selling. A 
good company has owners that have 
a knowledge of what’s happening in 
their city. The major listings avail- 
able, financing available, trends, 
direction and rate of growth. A good 
broker knows all there is to know 


about his city. A good broker takes 
part in community affairs and runs a 
business that does more for the pub- 
lic than is demanded of it. If you can 
answer yes to all these questions on 
knowledge of your city on behalf of 
your present boss stick with him, he 
is a success, unless—you can honestly 
answer yes to the same questions 
about yourself. 


Study Local Conditions 
5. Be up to date and sensitive to 
changing conditions. 

You must be a student of the local 
real estate picture. Even though the 
large real estate office has access to 
formal market analysis you as a 
small beginner can be just as good as 
they. Often the larger unthinking 
office relies on market analysis that 
are generalized, whereas you as a 
student of your community can be 
even better aware of changing con- 
ditions in your area. You can relate 
these to national events and be ahead 
of your competitors. 


Prove to the public you are up to 
date. Spend some money out of your 
advertising budget to convince the 
public you are interested in them. 
Sell the part of the public to whom 
you may never formally sell a house. 
Sell the bank manager, sell the 
minister, sell the lawyers, sell the 
investment advisor that you are the 
person in your community that they 
should recommend as being reliable 
person for advice on real estate prob- 
lems. You have got to remain up to 
date. 


Each Deal A Problem 


If you went off on your own this 
year and tried to sell the way sales 
were made in the immediate postwar 
period, so help me, you would be out 
of business in six months. Today 
every deal is a separate problem. If 
you aren’t capable of thinking a deal 
through for a member of your sales 
staff and tell him immediately to 
either abandon an approach, or con- 
vey to him a probable solution, don’t 
go into business for yourself. Today 
the selling of real estate for other 
than the occasional sale is one of 
complexities. You must be a thinker 
to sell that prospect before the other 
broker. 


Mr. Koyl's article will be con- 
cluded in the July issue of the 


Realtor. 











What You Should Know 
About People who Buy Homes 


These eleven pointers showing why people buy homes are culled from an 
address to the National House Builders Association meeting in Chicago 
(January 1958) by Pittsburgh merchandising consultant Stan Edge. Though 
they are directed to builders who have new homes to sell, the points are just 


as important for realtors. 


1. “‘Number one reason why woman 
want a new home is a desire for 
cleanliness” reports Stan Edge. Mr. 
Edge had completed a report on the 
psychology of new-home purchasers, 
which involved polling 411 buyers of 
new homes in eight different U.S. 
Cities. 


Like New Furnace 

“People want a clean piece of 
mechanism in their basement—a new 
furnace’, he continued. ‘They are in- 
terested in new weatherstripping not 
just to keep cold air out, but also to 
keep dirt out. Women want air con- 
ditioning to keep the house clean. 


2. “On the average people shop 11 
months before they buy a house. They 
look at 11 different houses, and they 
go back four times to see the house 
they buy before they make up their 
minds. So your salesman has four 
chances to make the sale, but he 
should try to close on the first visit 
if he can. 


3. “Women want comfort in the 
house, but only if they can justify it 
to themselves. Don’t sell an auto- 
matic garage door opener because it 
makes life easier, sell it on the basis 
that it keeps clothes dry on a rainy 
day. 


4. “Strongest home buying motiva- 
tions for men are tied to their love 
for their children. So talk to men 
about your good neighborhood and 
why it is good for their kids. Point 
out where children can play. If you 
have any open space nearby, tell 
about it. And talk about the schools. 


Put Out The Welcome Mat 


5. “Young couples are timid about 
entering a strange house, so put out 
signs that clearly mark the model 
house and welcome visitors. See that 
your salesmen make a special point of 
welcoming the younger couples and 
putting them at their ease. 


6. “Most families are scared to 
death of all the red tape surrounding 
home buying, so make home buying 
easier and less complex. Don’t use 
words in your advertisements or your 
sales talk like escrow, mortgage, dis- 


counts or other phrases people don't 
understand. 


7. “People are afraid of long-term 
mortgages, so emphasize the amount 
of monthly payment, not the length 
of the mortgage. We found that two 
out of three women did not know how 
long their mortgages were for, so 
don’t advertise it. 


8. “Home buyers are also afraid of 
ridicule. Give a buyer good reasons 
for buying your house, so that when 
he goes to his office the next day and 
someone says ‘Why did you buy 
that?’ He can justify his purchase. 
One approach is to assure a customer 
that a lot of other families have also 
decided this house is a good purchase. 
Closely related to fear of ridicule is a 
common fear of making mistakes. If 
a young couple has an Uncle Joe who 
is a carpenter, you may have to get 
him to see the house and also sell him 
that your construction is good. 


Remember "Snob Appeal" 

9. “Many people buy because they 
have a snob complex. Your house 
must be a symbol of success for those 
people. One Pittsburgh builder wrote 
his advertisement for $33,000 to 
$40,000 houses in French, because 
that is the snob language. It worked 
so well he sold 27 houses in 32 days. 


10. “Women have different reasons 
than men for buying houses. A 
woman regards herself as a protector 
for her children and also for her hus- 
band. So she wants a house that lets 
her stand in the kitchen and see the 
children playing, and also watch over 
her husband. That is why the family 
room next to the kitchen is such a suc- 
cess. 


Hide Those Dirty Dishes 

11. “Privacy is also important. You 
can’t get privacy in many old neigh- 
borhoods, where houses are on 25’ 
lots. People want divisions between 
houses, as you can tell by studying 
what people have done in old sub- 
divisions. Families also want two 
living rooms and two baths for 
privacy. Have your salesmen demon- 
strate that there are several places to 





Your 


PUBLIC 
RELATIONS 


sit in your house, several places to 
talk and to eat. Don’t forget women 
have a fear of guests coming in and 
seeing dirty dishes on the dining room 
table, so put your dining room out of 
sight from the front door. 


“Other factors important in why 
people buy new houses include a de- 
sire to conform and to be in style, a 
basic desire for change and some- 
thing new, and the reputation of the 
builder.” 

—House & Home 


¥ 
BOOST 


Boost your city, boost your friends, 
Boost the church that you attend, 
Boost the street on which you're 
dwelling, 
Boost the goods that you are selling, 
Boost the people ‘round about you. 
They can get along without you, 
But success will quicker find them 
If they know that you're behind 
them. 
Boost for every forward movement, 
Boost for every new improvement, 
Boost the man for whom you labor, 
Boost the stranger and the neighbor. 
Cease to be a chronic knocker, 
Cease to be a progress blocker. 
If you’d make your city better 
Boost it to the final letter. 
—Minneapolis Realtor 


HELPS MOVE-IN 
GIMMICK TO BOOST house sales: 
Provide customers, free, with the ser- 
vices of a handyman to help them for 
two days with the chores of settling 
in. It’s being tried now by a Dayton, 
Ohio, realtor. 





Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 
517 Hamilton St., Vancouver, B.C. 





CIR NEWS 


First Graduates in August 


August 15th is official opening day 
for registration in the Canadian In- 
stitute of Realtors correspondence 
course, which is conducted in con- 
junction with the Department of 
University Extension, University of 
Toronto. 

The correspondence course is de- 
signed so that the students may com- 
plete their studies over a three-year 
period. Students who enrolled in 1956 
are now completing their third year 
of study and will become the first 
graduates of the course in August of 
this year. 

The following subjects are covered: 
Brokerage, Law, Appraisal, Account- 
ing, Property Management, Econom- 
ics, Architecture, Insurance and 
Town Planning. A total of 39 assign- 
ments are submitted by the student 
over a three-year period with 13 
assignments being submitted each 
year. 

The course of study and the facili- 
ties of the Canadian Institute of 
Realtors are open to all those actively 
engaged in the business of Real 
Estate, and also to those desirous of 
entering the Real Estate field. Edu- 
cational standards are junior matri- 
culation or its equivalent. 

Membership in the Institute, how- 
ever, is available only to those who 
have had the required active Real 
Estate experience in accordance with 
the rules and regulations of the 
Institute. 


Designations 

Fellow—F.R.I.— awarded to those 
who have successfully completed the 
prescribed Three Year Correspond- 
ence Course and who have had at 
least five years’ active experience in 
the Real Estate field, and who comply 
with the membership requirements. 
A.R.I.—awarded to all 
those who have successfully com- 
pleted the Correspondence Course 
and who comply with the member- 
ship requirements. 


Associate 


Tuition 

Tuition material is issued to 
students on enrolment. Students are 
expected to spend two weeks on each 
study assignment and answers are 
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submitted to the University in ac- 
cordance with the schedule issued 
with the Course. 

Assignments are then marked and 
commented upon by Instructors and 
returned to the students. 

Each student is expected to com- 
plete and submit all prescribed 
assignments to the University to show 
he is qualified to write the final 
examinations in May. 


Enrolment 

The term commences during the 
first week in October and continues 
to the end of April. 

Registration officially opens August 
15th. 

All inquiries regarding the Course, 
enrolment and other’ information 
should be directed to the Secretary- 
Treasurer, in care of the Canadian 
Institute of Realtors, 109 Merton St., 
Toronto 7, Ont. 


Text Books 

Text books may be purchased from 
the Canadian Institute of Realtors on 
a prepaid basis. A list of these books 
appeared on page 17 of the March 
issue of the Realtor. 

Many of the text books prescribed 
for the C.I.R. Correspondence Course 
are available at local public libraries. 











However, students would be well ad- 
vised to purchase their own copies 
and retain them for future reference. 


Examinations 

The Annual Examinations will be 
held in the month of May for a two- 
weeks period on alternate evenings, 
excluding Saturdays. 

Students who fail to obtain a pass 
mark on one or two subjects may re- 
write such subjects at the Supplemen- 
tal Examinations to be held early in 
September. If successful, students 
may then enroll for the succeeding 
Course. 

Students who fail to obtain a pass 
mark on three or more subjects are 
required to repeat the same course, 
paying the fees for the subjects which 
they are required to re-write. 

Examination papers will be set for 
all Canada by Examiners appointed 
by the Univeristy of Toronto, and will 
be based on the text book and study 
material. 


Fees For Course 
All fees are payable, on enrolment, 

to the Secretary-Treasurer of the 

Canadian Institute of Realtors, 109 

Merton St., Toronto. 

Tuition and registration fees—Per 
course—$100.00. 

This fee covers: 

Registration. 

Printed studies in book form. 

Marking of all assignments. 

All bulletins issued by the Canadian 

Institute of Realtors. 

e Monthly magazine “The Canadian 
Realtor’, publication of the Cana- 
dian Association of Real Estate 
Boards. 

The above fee does not include text 
books for the course or exam fee of 
$10. 


" eaieeeeieetentemiaaiensmennemieeeedeeenrenteaenimaeieneammmmneemememes eT 
| 

| WRITE NOW FOR ENROLMENT FORM AND SYLLABUS | 
| | 
To: Canadian Institute of Realtors, | 
109 Merton Street, 
| Toronto 7, Ontario. 
| | 
I'm interested in the Institute's Course of Study to commence this year on | 
| September 30th. Please send me Enrolment Form 
Copy of Syllabus 
| | 
1N RED. srenninicpasctucitecostes Heise tesa aie RS le Seas 
| | 
| Address | 
| | 
Province 
| Employer | 








It’s Montreal This Fall 
For CAREB Annual Meet 


Delegates to the fifteenth conference of CAREB can be assured of 
a visit to Montreal that will be in every way stimulating and 


satisfying. 


They'll take home with them new 
ideas and impressions that will serve 
them well in every transaction in the 
coming year. 


How could it be any other way, 
with the fine assemblage of talented 
speakers and real estate experts that 
the conference committee has lined 
up for them to hear? 


Topping the list is Cardinal Leger, 
who has promised to address the Wed- 
nesday luncheon. 


Penn Board President 

Then NAREB president 
Walter Graves. Vice-president of the 
Albert M. Greenfield realty company, 
Mr. Graves is a past president of the 
Philadelphia Board of Realtors, and 
has worked vigorously in the past on 
behalf of the Pennsylvania Real 
Estate Association, and the 
Washington Committee. 


there is 


Realtors’ 


Also on the list is the dynamic 
salesman Cliff Krueger, president of 





EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 
THE HAMILTON SPECTATOR 


Est. 1846 Hamilton, Ontario 





the suburban Chicago real estate firm 
“HOMEFINDERS"”. They’re unhappy 
unless they close a deal a day, so you 
had better come along and listen to 
hear how they do it. 


Gordon Johnstone, a governor of 
the National Institute of Real Estate 
Brokers (NAREB's educational body) 
and past-president of the Detroit 
teal Estate Board, will speak on 


GORDON 
JOHNSTONE, 
governor of the 
National Institute 
of Real Estate 
Brokers, who will 
address the |5th 
Annual Confer- 
ence of CAREB. 





“Making the 


Most of a Wonderful 
It should be interesting to 
hear from a real estate broker who 
admits, as Mr. Johnstone does, that 
more than half of his sales staff are 
women! 


Business”. 


Elliott Yarmon, well-known Toron- 
to real estate investment expert is 
scheduled to address realtors on the 
topic ‘Selling Investment Real 
Estate” on Tuesday morning. This 
should be of interest to every realtor, 
as Mr. Yarmon’s firm has invested 
some $65 millions in Canadian real 
estate on behalf of canny US. in- 
vestors. 


Can Question Speakers 

On Tuesday, too, delegates will 
have a chance to fire questions at the 
speakers who addressed them the pre- 
vious day. Too often, at conferences 
we see speakers leave the platform, 
leaving some question unanswered in 
our minds. This year, the keynote 
speakers will return in a ‘Meet the 
Speakers” panel so that unanswered 
questions may be finalized. 


tables on 
topics 


Round 
feature 


Wednesday will 
like Co-Op Listing, 


Appraisal, Mortgage Financing, Ad- 
vertising and Listing, at which well- 
known Canadian real estate personal- 
ities will appear. 

Later on Wednesday, a panel on 
chain store operation is sure to draw 
a big crowd. It will feature Mr. 
Jean Carroll, vice-president Dominion 
Stores; Mr. G. L. Cobb, president of 
Zellers; Mr. W. Milne, Woolworth 
Stores; Mr. R. McGillis, President 


Laura Secord Stores, and Mr. L. 
Reitman president of Reitman’s 
Stores. 


Entertainment, Too 

So that’s a brief outline of the 
educational and inspirational side of 
the Montreal conference. We haven't 
space here to go into the entertain- 
ment that will be arranged for real- 
tors: suffice it to say that there'll be 
a fun night with dinner, dancing and 
entertainment, a Seaway Tour, and 
luncheons and_ fashion 
pecially for the ladies. 


With the growing public recog- 
nition of real estate as a separate in- 
dustry and a reputable profession, it’s 
a necessity for us to effectively join 
our voices with our fellow realtors by 
attending the annual conference. Only 
by this means can we contribute to 
the constant modernization and en- 
largement of outlook towards 
estate on a national scale. 


shows es- 


real 


More than ever we must keep our- 
selves informed of financial and busi- 
ness conditions and changing trends. 
And with an annual conference now 
made an allowable tax deduction .. . 
we cannot afford not to go to the 
annual real estate get together. 


a 
TRADERS CLUB 


M. J. Melton, realtor from Calgary, 
Alberta, has been named a Provincial 
director of the International Traders 
Club of the National Institute of Real 


Estate Brokers for 1958. This ap- 
pointment was announced by Ste- 
wart B. Matthews of Chicago, Gen- 


eral Director of the national organi- 
zation. Mr. Melton served in the 
same capacity in 1957. 

The International Traders Club is 
an activity of the Brokers Institute, 
devoted solely to educating real es- 
tate brokers on the many facets of 
rea! estate exchanges and providing 
its members with a listing exchange 
service. Now in its sixth year, the 
Traders Club has a membership of 
over 1,550 and is fast becoming a 
potent force in encouraging broker 
cooperation in intercity and _ inter- 
provincial deals. 


CANADIAN ASSOCIATION OF REAL ESTATE BOARDS 


PROGRAM 1958 


15th Annual Conference 


Queen Elizabeth Hotel, Montreal — September 20-24 


SATURDAY, SEPTEMBER 20 


1:30 p.m. 


Executive Committee Meeting 


SUNDAY, SEPTEMBER 21st 


10:00 a.m. 
10:00 a.m. 
6:30 p.m. 
9:00 p.m. 


Registration Desk Opens 
Directors’ Meeting 

Past Presidents’ Dinner 
Reception 


MONDAY, SEPTEMBER 22nd 


8:30 a.m. 
9:00 a.m. 


9:30 a.m. 
10:30 a.m. 


12:15 p.m. 


2:15 p.m. 


3:45 p.m. 


6:00 p.m. 
7:00 p.m. 


Registration Desk Opens 

Opening Session 

Chairman: Marcel Audette - Conference Chairman 

Call to Order: Marcel Audette 

Invocation: Bishop Whelan 

W elcome to Montreal: Mayor Sarto Fournier 

Welcome to Conference: Murray Bosley, F.R.I., President 
of CAREB. 

Annual Report: H. W. Follows, Secretary, CAREB. 

President's Address—Murray Bosley, President of CAREB. 

Business Session 

Speaker: Gordon Johnstone, Detroit 

Topic: Making The Most of a Wonderful Business 

Luncheon 

Speaker: Walter Graves, President NAREB 

Topic: (To be announced) 

Busine..s Session 

Speoker: ~. Krueger, Willmette, Illinois 

Topic: Serving The Seller 

Business Session 

Speaker: Jack Justice, Miami Beach, Florida 

Topic: (To be announced) 

Reception 

Dinner 

Speaker: (To be announced) 

Topic: (To be announced) 


TUESDAY, SEPTEMBER 23rd 


9:00 to 
10:30 a.m. 


10:30 a.m. 
to 12 noon 


12:30 p.m. 


2:00 to 
6:00 p.m. 


6:00 p.m. 
7:00 p.m. 


“Meet The Speaker" Panel 
presenting Gordon Johnstone, C. Krueger and Jack Justice 


Business Session 
Speoker: Elliot N. Yarmon 
Topic: Selling Investment Real Estate 


Luncheon 


Free afternoon for all delegates and/or tour of Seaway 
Reception 
Fun Night 


Dinner, dancing and entertainment 


WEDNESDAY, SEPTEMBER 24th 


9:00 to 
10:30 a.m. 


10:30 to 
11:30 a.m. 


11:30 a.m. 


12:15 p.m. 


2:30 p.m. 


4:00 p.m. 


6:00 p.m. 


7:00 p.m. 


Round Tables 


(1) Appraisal 

Moderator: (To be announced) 

Panelists: Grant Phinney, Hamilton, and 
(2) Mortgage Financing 

Moderator: Blake Mc. Cutcheon 

Panelists: Brian Magee, F.R.I., Toronto, and 
(3) Co-Operative Listing 

Moderator: Jack Rich, Calgary 

Panelists: P. H. McKeown, Ottawa, and Sinclair Lewis, 

F.R.I., Winnipeg. 

(4) Advertising 

Moderator: Stan Melton, F.R.I., Edmonton 

Panelists: C. Gordon Todd, Hamilton, and 
(5) Listing-Selling 

Mederator: George Treit, Vancouver. 


Panelists: Blair Steeves, Moncton, and W. H. Shortill, 
F.R.I., Toronto 


Business Session 


Speaker: G. Golden 
Topic: (To be announced) 


Election of Officers 
Chairman: Murray Bosley, F.R.I. 


Luncheon 


Speaker: Cardinal Leger 
Topic: Social Responsibilities of the Real Estate Man. 


Business Session 
Chain Store Panel 
Moderator: Gordon Bowes, Winnipeg 
Panel Members: 
Jean Carroll, Vice-President Dominion Stores 
G. L. Cobb, President Zellers 
W. Milne, Woolworth Stores 
R. McGillis, President Laura Secord Stores 
L. Reitman, President Reitman's Stores. 


Business Session 


Chairman: Murray Bosley, F.R.I. 
Resolution: C. A. Fitzsimmons, F.R.|., Ottawa 
Amendments to Constitution: W. C. Mahon 


Reception 


Final Banquet 

Chairman: Murray Bosley, F.R.1. 
Installation of Officers 
Speaker: President Elect 


Fill in your registration coupon now... see page 13 
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FOR WHAT 
IT'S WORTH 


APPRAISAL 


Your appraisal Editor, J. |. Stewart, is a graduate of the Uni- 
versity of Toronto and Osgoode Hall Law School and also 
holds the degree of Master of Commerce from the University of 
Toronto. He has successfully completed the basic course in 
Town Planning at the University of Toronto, and is currently 
engaged in studies leading to the Master of Arts in Economics. 

Mr. Stewart is manager of the Appraisal and Mortgage de- 
partment of Shortill and Hodgkins Ltd. and has lectured ex- 
tensively across Canada on all phases of real property. 





J. 1. STEWART 


M.A.I., A.A.C.I., 
S.R.A. 





ALL GOOD THINGS MUST END 


The saving is “All good tl 
1s also true ... $0 td 
my contribution to the 
ing! Certainly I have mixed 
to other hands. 


It's been fun writing for you and it’s been instr 


Cs 
It’s been even more fun and more 


trusted to me by the Editor has been appreciate 


fulfill their instructions and expectations. 





But time changes everything except it 
responsibilities of business combine with a 
things easier, I have found that 
terests would be to invent a longer day! 


ready to step out as Appraisa Editor the 





the oni, 





instructive 1 


have contributed their words of wisdom. The 

















DOSI f eff has resulted in the emergence of d working affiliation 
( tween C.A.R.E.B. and the Appraisal Institute of Canada. 
‘ The In ial national arm of Canadian Apprai- 
0 sers, is obt d proper body to disseminate appraisal 
infor ing over the Appraisal Section of the 
Realtor the Institute is fulfilling in yet another way the responsi- 
nlities which fall upon it 
To my readers, many thanks are due for their kind response to 
d Jorts 
To the Editors many thanks are due for their tolerance. 
And to my successors go many wishes of good luck and the 
2 yromise to contribute to their publications as time and the spirit 
all my in eee 
ae ae And finally for “what it’s worth” . . . au revoir. 


J. 1. STEWART 





Affiliation Agreement 


between 


The Canadian Association 
and 


of Real Estate Boards 


The Appraisal Institute of Canada 


WHEREAS the Canadian Association of Real Estate Boards 
and The Appraisal Institute of Canada both deem it advisable, for 
the mutual benefit of their members, that the two organizations be- 


come more closely affiliated, they 
terms and conditions of affiliation. 


(1) It is mutually agreed that no 
member of either body shall be com- 
pelled to join the other organization 
as an individual, by 
Affiliation Agreement. 


reason of the 


(2) The Appraisal Institute of 
Canada (hereinafter referred to as 
the A.I.C.) hereby undertakes to 
make available its educational facil- 
ities to members of the Canadian 
Association of Real Estate Boards 
(hereinafter referred to as CAREB) 
as follows: 
(a) By providing appraisal courses 
at Universities across Canada 
wherever in their opinion it is 
possible to do so. 


12 


hereby agree to the following 


(b) By co-operating with CAREB 


in the organization of lecture 


courses on the subject of appraisal 


wherever and whenever possible 
with a view to eliminating the 


duplication of appraisal education 

courses as between the two organ- 

izations. 

(c) By employing an 

Director to direct 
facilities of the A.I.C. 


Executive 
the educational 


(3) The A.I.C. shall be responsible 
for providing the CAREB and the 
Canadian Institute of Realtors with 
all the material relative to appraisal 
education and instruction including 
articles for the Appraisal Section of 


the publication known as ‘The Can- 
adian Realtor’. 

(4) It is 
izations 


agreed by both organ- 
that an exchange of pub- 
between the members of 
both organizations is desirable and 
that the methods and costs involved 
in so doing shall become a matter of 
negotiation between the two organ- 
izations upon this agreement coming 
into force. 


lications 


(5) The CAREB hereby recognizes 
the A.LC. as the accepted Canadian 
Appraisal educational body in Can- 
ada and publicize this 
recognition at every possible level in 
the CAREB organization. 


agrees to 


(6) The CAREB hereby agrees to 
co-operate with the A.I.C. in publici- 


zing, through the medium of The 
Canadian Realtor, any educational 


courses that the A.I.C. might be con- 
ducting. The CAREB also agrees to 
distribute to its members, wherever 
practical, pamphlets prepared by the 
A.LC. in connection with any such 
course. 


(7) The CAREB hereby undertakes 
and agrees to support and rely on 
the Council of the A.I.C. as the gov- 
erning body in all educational matters 
in the appraisal field in Canada. 

(8) It is hereby mutually agreed 
that the President or Vice-President 
of each organization shall be a voting 


— 





~~ 


— 


~ 


es 


AFFILIATION AGREEMENT 


member of the Executive Committee 
and/or Council of the other, with the 
right in each case to appoint a proxy 
so appointed is a member of both 
organizations. 


(9) It is hereby mutually agreed 
that any additional costs to either 
organization resulting from the oper- 
ation of this affilition agreement will 
be borne by the respective organ- 
izations on a basis to be negotiated 
from time to time. 


(10) It is agreed that members 
of either organization, whether mem- 
bers of the other or not, shall be 
invited and be eligible to attend the 
Annual Conference of the other 
organization whose Annual Confer- 
ence they are attending. 


(11) It is hereby agreed that this 
affiliation agreement may be amended 
from time to time subject to the 
consent of both organizations. 


(12) It is hereby agreed that this 
affiliation agreement may be cancel- 
led by either organization upon the 
giving of six months notice in writing, 
to the other organization, of their 
intention to do so. 


(13) This affiliation agreement 
shall become effective April 1, 1958. 








LOOKING FOR AN 
EFFECTIVE ADVERTISING 
MEDIUM IN ALBERTA? 


Sell the BIG ALBERTA MARKET .. . through 
the Edmonton Journal CLASSIFIED 
SECTION. The constantly growing 

volume of British Columbia and 
Saskatchewan advertisers reflects the 
real power of Journal Want Ads 
in selling business and commer- 
cial property in Western 
Canada. Advertise where 
Alberta investors look... 
the Classified Section 
of The Journal. 


THE EDMONTON 
JOURNAL 


One of the eight Southam Newspapers 
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CANADIAN ASSOCIATION OF 
REAL ESTATE BOARDS 


15th Annual Conference, 1958 


Sunday, Monday, Tuesday, Wednesday 
September 21, 22, 23 and 24 


Queen Elizabeth Hotel, Montreal 


Registration Fee: 


Brokers, Salesmen and Salesladies $50.00 


Wives and Guests 30.00 


Registration fee includes EVERYTHING: ALL BUSINESS SESSIONS 
ALL LUNCHEONS — ALL RECEPTIONS — ALL DINNERS 
FINAL BANQUET — ENTERTAINMENT 


Make cheque payable to 
CANADIAN ASSOCIATION OF REAL ESTATE BOARDS 


You'll be able to enjoy the 1958 C.A.R.E.B. convention in Montreal more if you know 
that the hotel space you want is all arranged. And the best way to ensure that is to 
register now. Please send both your registration and reservation to C.A.R.E.B.. Be 
sure that the form below is filled out completely, not omitting the time of your arrival 
so you room can be ready when you want it. 





| | 
| C.A.R.E.B. 15th ANNUAL CONVENTION 
| SEPTEMBER 2ist, 22nd, 23rd, 24th 
MONTREAL, QUE. | 
| TO: H. W. FOLLOWS, | 
c/o CAREB, | 
| 109 Merton St., | 
| TORONTO 7, ONT. 
| | plan to attend the conference, and enclose my cheque for $ to cover the regis- | 
| tration fee. It is understood that in the event | am unable to attend, this advance will be re- 
| funded to me, provided | advise you before September 5th, 1958. | 
| | 
| NAME STATUS | 
| (Broker, Salesman, Guest) | 
ADDRESS CITY & PROV. 
| | am a member of the Board. 
Hotel accommodation required [] Single [] Double [] Suite (see details page 10) | 
| Arrival date and time Departure date and time : 
| 
| Below | have indicated exactly how | would like my name to appear on my identification badge: 
MY NAME WIFE'S NAME | 
| 
| | 
ee ra i Sa RT te Sn Rl 509) De a | 








ery 





Graph Reveals Steep Climb Phil Seagrove, better known as "Mr. Co- 


op", with the comparative review of 
co-op operations across the Dominion. 


Of Sales in First Quarter 


Bright news on all fronts this month. Cross-Canada Co- 
Op sales came to nearly $40 million, and the graph shows of dollars 
how steep the upward trend had been. Good performances 40 
were recorded in Hamilton, where sales were up nearly a 


half million over the previous month. Montreal doubled 1958 7 


its March performance of a million and a half, to over 
three million. 


HANDLING CO-OP PHOTOS 
Proud of the improved service that 
the Windsor Board is giving members 


is president Ivan Thrasher. He re- 
Graph shows that 


(Ze MONTHLY CO-OP REVIEW 





millions CO-OP SALES GRAPH 





ports that the photographs of new a 

aes a ‘th a Pol: nearly 75 million in 
listings are being taken with a Pola- co-op sales have 
roid Land Camera each morning: the been registered in 


prints are then mounted and taken to the first three months 
of 1958. With this 
good start, co-op 
sales could reach 


the Windsor Daily Star offices where 
they are enlarged, and a negative 


supplied to the Board by a 3:30 p.m. $300 million by the 
deadline. Listings and photos are run end of the year. 
off and despatched the same night. e 
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LOCATIONS The “Needs” House 


WA N T E D Imaginative and honest advertising 


recently helped a Texas Realtor con- 
vert what appeared to be a “dead 


Metropolitan Stores, end” listing into a lively cash sale 


Limited, Coast to Coast and earned him the applause of a local 
newspaper, according to a report in 

Variety Stores, are in- NAREB's “Headlines”. 
, ; “Recently we listed a house, and 
terested in locations. after several weeks I questioned the 


lister as to why it had not sold,” 
Arthur EF. Biard, San Antonio, Tex., 
70? £ 4 wrote. “The lister said it needed 
7S’ trontage. — ae oe é, 

everything. This brought about the 
idea of the ‘Needs Home’, so I wrote 


Top traffic areas 50’ to 


Also larger shopping this ad on that angle and the results 
os were remarkable. The local news- 
centres. paper thought so much of it, they 


gave us further promotion free.” 

Mr. Biard’s original ad, which ap- 
peared in the San Antonio Express 
(morning) and the San Antonio News 
Metropolitan Stores Ltd. (evening) carried the bold type head- 
ing “See This ‘Needs Home’.’” This 
was followed by a listing of the 
needs: 

The home “needed” refinishing in- 
side, repainting outside, a moderniza- 
tion of the kitchen, refinished floors, 


Real Estate Department 


London, Ontario 





and refurbished fireplaces. It needed, 
also, as Mr. Biard said, a new owner. 

This list of drawbacks was followed 
by a longer list of the home’s assets 
big lot, four bedrooms, 21% _ baths, 
good neighborhood, fine yard with 
established plantings, two-storey, all- 
brick construction, double garage 
with servants’ quarters above. 

“The price,” the ad said, “is not 
$40,000 or $30,000. It is only $23,000. 
Why? Because it is a ‘Needs House’ 
and by spending a few thousand dol- 
lars you will have a luxurious home 
worth far more.” 

The ad drew 13 prospects, and the 
home sold for cash. The ad was re- 
produced free of charge to Mr. Biard 
in another five column by 18 inch ad 
in the Express that saluted his in- 
genuity. 

“It goes to show,” says Mr. Biard 
modestly, ‘that if you have a product 
and it is priced right and has market 
value, people will answer ads and 
buy.” 

That's right. But don’t forget the 
imagination and honesty. 
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May Form 
Lindsay Board 


Realtor Lloyd Found has been ap- 
pointed chairman of an interim com- 


mittee of real estate brokers in the 
Lindsay district, meeting last month 
with the aim of forming a board in 
the area. 

The Lindsay and District Real Es- 
tate Board, if formed, would have 
some 30 members from Lindsay, 
Fenelon Falls, Bobcaygeon, Canning- 
ton and Haliburton. Two-thirds of 
the membership would be in Lindsay. 


Mr. Found said that the purpose 
of the board is to prove that organ- 
ized brokers can do a more effective 
job for the public and for themselves. 

Visiting Lindsay for the meeting of 
the interim committee were C. W. 
Rogers, OAREB vice-president; 
Thompson, regional director; 
Smith, Peterborough Board 
dent; Don Campbell, Orillia 
President; and John Bowes, 
borough director to OAREB. 


20ss 
Lorne 
Presi- 
Board 
Peter- 


SOUTH PEEL 


Wide Representation 


The record shows that members of 
the South Peel Real Estate Board are 
active in municipal affairs as well as 
in real estate matters. 

The Board’s territory covers three 
municipalities, and realtors are well 
represented on the governing muni- 
cipal bodies of each. 

In Toronto Township and Port Cre- 
dit, a member of the South Peel 
Board is a council member. In 
Streetsville, a Board member was de- 
feated by only three votes in the 1957 
election, from gaining a seat on the 
council. 

Besides this, the Board is well rep- 
resented on school boards and numer- 
ous service clubs. This year, a South 
Peel Board past-president serves the 
OAREB as a regional director of reg- 
ion No. 3 where the board is located. 
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Boards 


OAKVILLE 


Hear Lawyer 


A short but 
course in real 


pointed refresher 
estate law was given 
members of the Oakville-Trafalgar 
teal Estate Board when D. A. Mc- 
Conachie, prominent local lawyer ad- 
dressed their monthly dinner meet- 
ing April 9 

The speaker was the first in a ser- 
ies launched by R. C. A. Cumberland, 
chairman of the Board’s educational 
and membership committee. 


Cites Three Methods 

There are three methods of hold- 
ing land, he went on to say: in one’s 
own name, in joint tenancy with one’s 
wife or in tenancy 
in common with one’s wife or some- 


one else. 


someone else, or 


In describing the respective 
advantages and disadvantages, Mr. 
revealed that the third 
method was comparatively rare and 
carried with it 

“The vendor—the person disposing 
of property—must fulfil three specific 
obligations,” the speaker declared. 
“He must give a good description, 
provide clear title, and be willing to 
close the deal.” 

The followed by a 
question and answer period. 


MeConachie 


no inheritance right. 


address was 


News In Brief 

Application of Gordon Stoutt Ltd., 
has been accepted as a Board Member: 
several other applications are being 
considered ... D. A. Kittermaster, on 
the staff of J. E. Craigmyle won the 
prize as Salesman of the Month for 
March winner of the “salesman 
of the year” award will get a free 
trip to the London Conference of the 
Ontario Association Past presi- 
dent of the Board, J. P. Curran was 
presented with a cuff-link and tie- 
clasp set for services rendered dur- 
ing his office former secretary 
Mrs. M. J. hand- 
some fountain pen a library is 
to be commenced in conjunction with 
the board’s office in the 
Building ... 


Brown, received a 


Trafalgar 


Executive Committee: 
F. N. McFarlane, Ottawa, President. 


Association o f FR, Mckarioe, Ottows, President, 
Real Estate 


Regional Directors: 

A. Sinnott, London; A. Hawreliak, St. 
Catharines; J. Roberts, Port Credit; 
F. J. Dawson, Sault Ste. Marie; R. 
Thompson, Peterborough. 


Executive Directors: 

P. H. McKeown, Ottawa; Sam Camp- 
bell, Hamilton; P. J. Harvey, Brant- 
ford. 

Past President: 

P. A. Seagrove, Hamilton. 
Secretary-Treasurer: H. W. Follows. 


STRATFORD 





Zoning Study 


Stratford and district Real Estate 
Board has carried out a four-month 
study of Stratford zoning regulations 
with a view to reaching some degree 
of uniformity through proposed a- 
mendments. 


Send Deputation 

A deputation was sent to the plan- 
ning board suggesting alterations in 
the various zones. The realtors pro- 
posed that the zones should be bor- 
dered by streets in some cases 
zone boundaries now run through the 
centre of houses. 


The planning board said it would 
take the board's brief into considera- 
tion in future amendment proposals. 


BELLEVILLE 





Foundations Laid 
For New Board 


Belleville real estate salesmen and 
brokers have banded together to lay 
the foundations for setting up a Real 
Estate Board in this city. 


At a meeting of 20 salesmen and 
brokers, April 22nd, an executive 
committee was elected to act until 
such time as it is possible to organize 
the board. Chairman is William Mc- 
Cormick; vice-chairman, Eric Cooper; 
Gerald Joyce; directors, 
Harold Robinson, Arthur Collette and 
Douglas Stork. 


secretary, 


The executive will meet shortly to 
study codes of ethics which have been 
forwarded to the group from boards 
located in many of Canada’s major 
cities. 

Speakers at the meeting were Nor- 
man McFarland, of Ottawa, president 
of the Ontario Association of Real 
Estate Boards, and Ross Thompson 
of Peterborough, regional representa- 
tive of the association. 


TORONTO 


Handy Binder Holds 


of 1955 the Toronto 
Real Estate Board sent out to each 
member a black leather loose-leaf 
manual, as pictured at right, which 
replaced the many small pamphlet- 
type booklets which had been sup- 
plied to the members previously. In 
the past, there were booklets cover- 
ing By-laws and Code of Ethics; 
Commissions, Charges and Standards 
of Practice; Photo Co-op Rules and 
Regulations; and the Roster. These 
booklets were always published by an 
outside printing firm at considerable 
expense to the Board. 

The new type manual has proved 
most satisfactory, and in it are in- 
cluded not only the above sections, 
but also added Amortization Tables, 
general instructions for writing 
Offers and John Doe forms, Consti- 
tution of the Salesmen’s Division, 
and now we are adding one more 
section, “Standard Method of Floor 
Measurement”. 

All the printing involved is done on 
the Board’s own Multilith machines, 
and if at any time during the year 
a section of the By-laws, Photo Co- 
op Rules and Regulations, etc. is 
changed, it is a simple matter to run 
off this one page and send it to the 
members with a note to change the 
page in their Manual. 


8 All Board Information 


Board Property 

The Manuals are stamped “This 
is the property of the Toronto Real 
Estate Board and is returnable upon 
demand” on the inside back cover, 
and numbered. A card is sent to each 
new member of the Board, and upon 
receipt of this completed card the 
member is supplied with a Manual. If 
a Manual is lost there is a $2.00 
charge for replacing it. 

The Manual is small—6%" x 816"; 
attractive; lettered in gold ‘The 
Toronto Real Estate Board Manual”, 
on the cover with Realtor crest in 
gold at the bottom right-hand corner. 
It is more convenient for salesmen to 
carry this compact Manual than the 
small booklets which were forever 
being lost. From the favourable com- 
ments received from the membership, 
it is suggested that Boards still using 
the small separate booklets for their 
By-laws, ete., might consider it 
worthwhile changing to a_ similar 
Manual. 
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Appoint Assistant 


The Toronto Board have appointed 
Mr. Keith Teetzel as Assistant Sec- 
Board to assist secretary Fred Staun- 
ton. 
retary of the Toronto Real Estate 

Mr. Teetzel has been with the real 
estate division of the Hydro-Electric 
Power Commission of Ontario for the 
past eight years and held a specialzed 
job which entailed the interpretation 
of information concerning property 


KEITH TEETZEL 


titles and the necessary investigation 
in connection with the finalization of 
easement transactions for Ontario 
Hydro right-of-way. His_ services 
should prove valuable to the member- 
ship because of his experience with 
the legal aspect of real estate. 

With the appointment of Mr. Teet- 
zel to the Board Staff, the member of 
employees has now reached 42. 


Good Listeners 


The Art of Listening was the sub- 
ject of the talk given some 200 mem- 
bers of the Toronto Real Estate 
Board at their regular monthly meet- 
ing. 








C. W. Wright, Toronto speech con- 
sultant, suggested to salesmen and 
brokers that intensive concentration 
should be given clients, not only to 
learn what they want but also to in- 
dicate that you are interested in 
meeting his needs. “A client knows 
when you are half listening or inat- 
tentive,” he said. 


Mr. Wright said that during the 
average working day, a_ salesman 
spends 45 per cent of his time listen- 
ing; 30 per cent speaking; 16 per 
cent reading and nine per cent writ- 
ing. 

He listed 10 bad listening habits 
ranging from inattentiveness to prior 
prejudice to the speaker, thus creat- 


ing a mental block in the listener’s 
mind. 


Raymond Bosley, president of the 
board, paid tribute to Lance Rumble 
and Ernest Ridout, both of whom 
died suddenly recently. Mr. Rumble 
was scheduled to be guest speaker 
at the meeting. Mr. Ridout, a Toronto 
realty broker, was a former member 
of the board. 


WANT SOME FORMS? 


OAREB’s capacious stockroom has 
standard forms for every need, and 
its staff are ready to despatch most 
orders the day they are received. 


Following forms are available from 
OAREB: 


Per Pad 
1/54 Offer to Purchase $1.50 
2/52 Exclusive Authority to Sell 1.15 
No. 4 Option to Purchase 1.00 
No. 6 Offer to Lease 50 
No. 5A Offer to Exchange 1.50 
7/55 Industrial & Commercial .. 1.50 
8/55 Summer Properties 1.25 
Farm Brokers Listing 1.50 
Co-Ops in Triplicate 1.50 
Sales Record Sheets 95 


Prices mentioned are prices per 
pad of forms to individual brokers. 
These are available direct from OA- 
REB, 109 Merton Street, or they may 
be obtained through your local Board 
office, when bulk buying of forms en- 
ables your board to buy more cheap- 
ly in large quantities. 


Books available from OAREB in- 
clude: 


Each 
John Doe set of forms $1.50 
Salesman’s Handbook 2.50 
Educational Manual 6.50 
Co-Op Binders (small) ia 
Co-Op Binders (large Li 
Realtor cuts 2.t3 


(More ONTARIO NEWS page 20) 








ONTARIO NEWS 
NEWS BRIEFS FROM ORILLIA 


April was a busy month, with Oril- 
lia realtors visiting the inaugural 
meeting of the new boards being es- 
tablished at Victoria Harbour (Mid- 
land) and Lindsay, and receiving an 
invitation to the Bankers & Lawyers 
Night in Brampton. 

“Co-Op sales are way above last 
year” reports secretary Frank 
Zowan. “Few listings are taken now 
in Orillia, that are not on the Co-Op.” 


LONDON 


Salesmen on Board 

Members of the newly-formed 
salesmen’s division of the London 
Real Estate Board were promised 100 
per cent co-operation by the parent 
body at the first meeting of the group 
on April 16. 

W. J. Walkom, president of the 
board, told the salesmen at a lunch- 
eon meeting in the Brass Rail that 
brokers were solidly behind the new 
division and welcomed its formation. 

“Brokers will benefit individually 
and collectively from your organiza- 
tion,” he said. “Your president, Tom 
Hendry, will sit on our board of direc- 
tors for a first-hand exchange of 
mutual problems.” 


Constitution Drafted 

A constitution patterned after the 
real estate salesmen’s division in To- 
ronto has been drawn up by the Lon- 
don group and will be discussed with 
brokers. 

At the luncheon, it was decided to 
hold regular meetings on the second 
Wednesday of each month. Commit- 
tees were named to investigate the 
possibility of group insurance plans 
for the salesmen and to draw up a 
chart for ethical practices and stand- 
ards. 


BRANTFORD REALTORS 
ASSOCIATION 
Highlight of the May dinner meet- 
ing of the BRA was a visit from re- 
gional director Andy Hawreliak .. . 
reports were received on the bowling 
tournament and on the Community 
Planning Workshop held recently in 
Brantford, when the association was 
represented by three members 
plans were presented for a fishing 
party in July—Brantford Law Asso- 
ciation members will be invited . . 
Education chairman . R. Gullen pre- 
sented certificates to the successful 
candidates of the OAREB education- 
al course ... the Association has 
presented three scholarships to local 
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high schools for proficiency in Grade 
XIII French ... work on revising the 
Constitution and 
gressing steadily... 


By-Laws is pro- 


GEORGIAN BAY BOARD 
A group of district realtors com- 
pleted the organization of the Georg- 
ian Bay Real Estate Board at a 
meeting in Port McNicoll last month 
Elected president of the new orga- 
nization was Arnold Van Pyphen of 
Port MeNicoll. Other officers are Art 
Tully, Midland, vice-president; Mrs. 
M. Ridout, Balm Beach, secretary- 
treasurer; directors, E. Laws, Port 
MeNicoll, and E. Hurl, Midland. 
Chairman of the meeting was W. J. 
Sansford, president of the Orillia 
Board. The officers were installed by 
OAREB executive secretary H. W. 
Follows. 


KITCHENER-WATERLOO 
REAL ESTATE BOARD 


Twenty-two real estate personnel 
have successfully completed and pass- 
ed the first year examination of the 
real estate course sponsored by the 
board at Waterloo College. Average 
mark obtained by board members en- 
rolled was 90 per cent. Part II of the 
course will commence in the fall. 


Realtor Week 


Plans are under way to hold a 
Realtor Week in conjunction with 
National Home Week. Relations with 
builders in the area are on a high 
level, and it is felt that this effort 
will further the co-operation. 


News Roundup 
Julius Feder won the April bonus 
cheque for best Co-Op volume. Mr. 
Feder is employed by John Ftacnik 
Real Estate Ltd. gratifying re- 
sults are being noted in the Windsor 
Board's Co-Op following the decision 
of the Board to equalize commission 
rates for Co-Op and exclusive listings 
Affiliation of the Appraisal In- 
stitute of Canada and CAREB was 
commented upon by Alf Bender, 
chairman of the Guelph Chapter of 
the Institute, and one of the early 
founders of CAREB. “Qualified ap- 
praisers are few and far between 
in this area” he said, ‘this affiliation 
should help our business consider- 
ably.” 


WINDSOR REAL ESTATE BOARD 


... the prizes offered monthly by the 
Board have helped increased Co-Op 
sales, which show a marked increase 
over last year at the same time... 
OAREB president N. McFarlane and 
regional director Al. Sinnott are 


scheduled to visit the Windsor Board 
May 28th, and can be assured a warm 
welcome ... Interest by Board mem- 
bers in the Educational Course has 
been phenomenal, with 100 per cent 
attendance at each weekly meeting, 
and visiting speakers warmed by the 
enthusiastic reception they were 
given... 


GUELPH AND DISTRICT 

Regional director A. Hawreliak 
was speaker at the recent meeting of 
the Guelph and district real estate 
board. Mr. Hawreliak, who was in- 
troduced by John Freure and thanked 
by Wm. Hamilton, Sr., chose “Do’s 
and don’t’s in Selling Real Estate” as 
his topic. 


Ontario Realtors 
Group Insurance 


The Ontario Association’s own 
group insurance plan has been in 
effect now for over a year, and has 
already brought benefits to some of 
the participating members. 

The scheme is available to all 
brokers, sales and office personnel of 
member firms, and provides adequate 
coverage for medical and surgical 
needs. 

Plan is underwritten by the Canada 
Life Assurance Company, whose per- 
sonnel are available to explain the 
scheme and to give a complete des- 
cription of the coverage. 

Here are some of the highlights: 

e Group Life Insurance gives $7,500 
coverage for the brokers. 

® No medical examination is neces- 
sary where two or more lives are 
insured. 

e Hospital benefits including special 
hospital and ambulance services. 

e Diagnostic X-ray and laboratory 
services benefit. 

@ Dependent coverage for wife and 
children. 

@ Maternity benefits. 

e Accidental death and dismember- 
ment benefits. 

If you’ve not had a call from per- 
sonnel of the Canada Life company, 
We suggest that you tear off the 
attached slip and mail it to the 
OAREB office. 











To: W. H. Follows, 


Exec.-Sec., OAREB 
109 Merton Street, Toronto 7, Ont. 


Please furnish me details of the OAREB 
group insurance plan. There are 
people in my organization. 


Name 


Address 





Real Estate 
Association 





MEDICINE HAT 


Seek Titles Office 


The Alberta Real Estate Associa- 
tion is seeking establishment of a 
provincial land titles office in 
Medicine Hat. At a meeting held in 
Red Deer April 15th the members of 
the directorate unanimously endorsed 
the request for instituting an office 
and it will be presented to Premier 
E. C. Manning shortly. 

“We have encountered consider- 
able difficulty in time lags and other 
problems in real estate sales because 
all titles must go through titles office 
at Calgary,’ said Ben Stone, of Medi- 
cine Hat, an Association director and 
a member of the land titles commit- 
tee. 


Establish Board 

Mr. E. H. Jackson of Calgary, 
President of the Alberta Real Estate 
Association and Mr. W. F. Johns, 
Secretary-Treasurer, addressed a 
group of realtors in Medicine Hat on 
Tuesday, April 29th. 

The real estate men present unani- 
mously decided to organize’ the 
Medicine Hat Board and the meeting 
adjourned for one week in order that 
a committee might bring in a slate of 
officers. The election of the newly 
organized Board took place Wednes- 
day, May 7th and the following were 
duly elected: 

Ben Stone, President; Harold 
Mantz, Vice-President; Ryan  V. 
Jones, Secretary-Treasurer; Bill Lees, 
Jack Bell, Lloyd Daniel, Bill Arm- 





strong, Lawrence Dakin, Chuck 
Howe, Paul Stober, Ray Meurin, 
directors. 
CALGARY 





Turnover In 


Realty Field 


Two hundred and fifty salesmen 
have passed through the course in 
real estate conducted by the Calgary 
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Board in the past year. Only half of 
these, the board officials estimate, 
have remained in the field. 

“At first sight, it might appear to 
be a waste of time and money to 
train these men”, said W. F. Johns, 
executive-secretary, “but it is not 
really a waste. During the time these 
salesmen stayed with selling, the 
public and the agents were protected 
against error. 

The men quit for two reasons, Mr. 
Johns suggested: One is tempera- 
ment—basic unsuitability for the line 
of work. Another is inability to 
stand up under the keen competition 
of the business. 

Those with high marks were often 
first to quit. The examination does 
not measure persistence. 


PROFILE 


The 1958 
President of 
the Calgary 
Real Estate 
Board Co-op- 
erative Limi- 
ted is Mr J. 
Irl England 
whowas born 
in Sarnia, 
Ontario. Mr. 
England first 
entered the J. IRL ENGLAND 
insurance business in 1930 and now 
owns and operates England Agencies 
Ltd. in Calgary and is President of 
Campbell & Haliburton Ltd., a well 
known real estate firm. 

Mr. England has been prominent in 
service club activities in Calgary as 
President of the Calgary Active Club 
in 1946-7 and International President 
in 1950-1 and is now an honorary life 
member of this organization. 

Mr. England has been a Rotarian 
for the past three years and in 1955 
was elected President of the Alberta 
Branch of the Royal Caledonian Curl- 
ing Club. He has also been a director 
of the Dominion Curling Association 
for the past three years. In addition 
to being a member of the Shrine Drill 





EXECUTIVE COMMITTEE 
E. Jackson, Calgary, President. 
Linc Coward, Lethbridge, Vice-President. 


Directors: Ben Stone, Medicine Hat; M. Tarves, 
Calgary; L. W. Puffer, Lacombe; W. Bolze, Red 
Deer; P. Stackniak, P. A. Buttar and J. A. McAfee, 
Edmonton. 


Secretary: W. F. Johns, Calgary. 


Team of the Al Ahzar Temple, Mr. 
England is an avid curler and golfer 
and spends what time he can away 
from real estate boating and fishing. 
Irl married his wife Betty in 1934 and 
has two daughters, Beverley 21 and 
Susan 10. 


Telling the 
Real Estate Story 


Everybody is involved in real es- 
tate, said Frank Johns manager of 
the Calgary Real Estate Board at a 
meeting of the Calgary East Kiwanis 
Club. 

Surveys show that 85 per cent of 
Canada’s wealth is tied up in real 
estate both directly and indirectly. 
This percentage, said Mr. Johns, is 
made up of city upkeep, new schools, 
hospitals and many other needs of 
Canadian citizens. 

Canada has the highest number of 
home-owners per country in the world 

despite the fact that mortgages 
are higher than in most countries. 
In the United States, real estate can 
be purchased at 5 per cent down, he 
said. 


SALESMAN OF THE MONTH 

The Calgary Real Estate Board 
Co-operative Limited advise that Mr. 
Don Skinner of Skinner Management 
Co. Ltd., has earned the salesman of 
the month award for March. 


e 
Under certain circumstances si- 
lence has the most telling effect. 


Great scholars never graduate in 
a hurry—they do it in degrees. 


It’s a safe bet that people who 
sleep like a baby don’t have one. 


The road to success runs uphill, 
so don't expect to break any speed 
records. 


Some folks condemn the worry 
habit one minute and then practice 
it the next. 








——— COAST-TO-COAST 


QUEBEC 


L’investissement dans 
limmeuble commercial 
reste toujours excellent 


Selon M. John A. S. Townend, 
homme d'affaires de Québec, les in- 
vestissements domaine de 
l'immeuble en tout temps en periode 
de fiéchissement, économique comme 
en période d’inflation. 


M. Townend a_exprimé cette 
opinion alors qu'il s’adressait, le’ April 
22, aux membres de la Chambre 
d’Immeubles de Québec, lors d'un 
diner-causerie. 


dans le 


Protection contre I'inflation 

La location a long terme d’im- 
meubles commerciaux a des corpora- 
tions fiables constitue, 4a son avis, la 
meilleure protection contre l'inflation 
ou la dépression économique. Dans le 
cas de l'inflation, l'édifice peut étre 
vendu a bon prix une fois le bail ter- 
miné; dans le cas d'une periode de 
fléchissement le prix de l’'immeuble a 
été payé en grande partie durant le 
terme de la location, alors il est pos- 
sible par la suite de retirer le profit 
de toute location future. 

M. Townend a été présenté par M. 
St-Georges Cloutier et remercié par 
M. Gordon Ross. M. J. A. Turmel, 
président de la Chambre d’Immeubles 
de Québec, agissait comme maitre de 
cérémonies. 


Projet de loi 

M. Marcel Morel, secrétaire de la 
Chambre, a procédé a la lecture du 
procés-verbal de la derniére réunion 
des membres de cet organisme. Ce 


rapport et ce’lui qu’a fait par la suite 
M. Georges Couillard, président du 
comité specialement formé au sein de 
l'association en vue d’étudier un pro- 
jet donné, ont précédé la conférence 
de M. Townend. 


Il s’agit de ce comité dont la tache 
est de préparer un projet de loi qui 
aurait pour effet de régir le travail 
des courtiers en immeubles. M. 
Couillard a expliqué que le projet de 
loi en question devrait étre rédigé en 
termes assez généraux de facon a 
pouvoir y apporter de temps a autres 
les amendments désirables. Les régle- 
ments qu’on pourrait apporter aussi 
en marge du bill a l'étude compleé- 
teraient les cadres auxquels on songe 
a donner a l'association groupant les 
courtiers en immeubles. 


BRIEFS FROM WINNIPEG 

. the co-op is showing an increase 
although this is not as great as the 
increases reported during 1957 . 
the legislation committee of the Win- 
nipeg Real Estate Board have started 
work reviewing the present Real 
Estate Agents’ Act with the thought 
of presenting some proposed amend- 
ments to the next session of the 
Legislature ... the rate of new build- 
ing in Winnipeg both residential and 
commercial, is keeping well ahead of 
1957, and 1958 has prospects of being 
a record year... 


FAST PHOTOCOPY MACHINE MARKETED 


Here's the new desk- 
top, all - purpose 
Apeco Universal 
“Auto Stat" photo- 
copier now being de- 
livered to customers. 
Unit sells for $450. 
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Sask. Realtors 
Annual Meet 


Arrangements 
vises Stan 


are complete, ad- 
Clear, president of the 
Saskatchewan Real Estate Associa- 
tion, for the seventh Annual Conven- 
tion of the Association. 

The convention is to be held in the 
Hotel Saskatchewan, in Regina, on 
June 13-14. 

The host realtors of Regina extend 
an invitation to all real estate brokers 
and salesmen in the province to 
attend the conference and hear the 
speakers and participate in the panel 
discussions. There'll be a banquet and 
dance on Friday as added attractions. 


* 
VANCOUVER 


News Briefs 


New M.P. Admitted As 
Member of Vancouver Board 

W. H. “Bill” Payne, M.P. Progres- 
sive-Conservative candidate in Coast- 
Capilano (formerly held by Liberal 
Fisheries Minister James Sinclair) 
was one of two real estate agents ap- 
proved for membership in the Van- 
couver Board at a Directors meeting 
May 15. Mr. Payne is the new 
nominee for Metcalf Realty Ltd. 

Also approved was a new member- 
ship application from Phillip Matty of 


Phil Matty Realty Ltd., Vancouver. 
Mr. Matty’s admission brings the 


total number of active, associate and 
financial members in the board to 
310. 


Achievement Award Proposed 

Vancouver Real Estate Board's 
Multiple Listing Service committee is 
considering establishment of a Recog- 
nition or Achievement Award to be 
made monthly to the five top listing 
and five top selling salesmen through 
M.L.S. The competition would be 
based on dollar volume. 


President to Speak 


Murray Bosley, Toronto, President 
of the Canadian Association of Real 
Estate Boards was to address members 
of the Vancouver Real Estate Board 
at a luncheon meeting May 28 in the 
Astor Hotel. 

He will be in Vancouver as part of 
his nation-wide tour as C.A.R.E.B. 
president. 


e 
- 


Also on the program for the meet- 
ing is a film, “The Bettger Story”, 
about how a man raised himself from 
failure to success. 

Mr. Bosley’s western tour takes in 
visits to real estate boards in Bran- 
don, Prince Albert, Saskatoon, Ed- 
monton, Calgary, Lethbridge, Nanai- 
mo and Victoria, as well as Vancouver. 


TORONTO 
REALTORS' RATES LOWER 
Toronto real estate brokers are 

charging one of the lowest commis- 
sion rates for handling the sale of 
property than any other similar group 
on the continent. 

During the last year it has been 
found that the “going rate” on com- 
missions has been increased in seven 
cities, and such a move is in the talk- 
ing stage in eight other cities. 

The survey made by the National 
Association of Real Estate Editors 
showed “‘most of New Jersey is going 
from five to six per cent.” 

In Toronto the rate is three and 
one-half per cent. commission, stand- 
ard within the city, and five per cent 
outside. 

Chicago recently established a six 
per cent charge on the first $50,000 
of a residential property sale with a 
five per cent charge on the remain- 
der. 


PERSON to PERSON 
(Continued from page 22) 
$1,000,000 
. A million dollar offer to purchase 
the city-owned Langstaff farm was 
made to Toronto Board of Control 
by Keystone Realty. The company 
proposes to build workingmen’s 
homes on the site of the former pri- 
son farm... 
FOR 40 YEARS 
.. . Long-time Regina realtor Ralph 
Whitmore Smith passed away last 
month. Mr. Smith was 81, had been 
in real estate in Regina since 1915, 
when he joined Miller Real Estate. 
Later he established the firm of 
Smith & Nelson. 
$2,000,000 
Aiming High: Peterborough 
(Ont.) Co-Op Committee is aiming at 
a two million dollar sales figure for 
this year. Last year’s total reached 
almost $1,000,000 down from $1,400,- 
000 the year before... 
OUT WEST 
Members of the Regina Board 
are congratulating Fred Gallant of 
his appointment as manager of Argue 
Agencies. Mr. Gallant was formerly 
with the Toronto General Trust. W. 
H. Argue has transferred from Argue 
Agencies to become manager of 
Argue Bros. in Winnipeg... . P. F. 
Suderman has joined the sales staff 
of East End Real Estate... 
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How To Use 
The Term “Realtor” 


By P. J. Harvey, chairman of the term ''Realtor'’ committee of CAREB 


There has been much discussion re- 


cently about the use of the term 
“realtor”. 


It has been evident by the letters 
that come into the association office, 
(on letterheads showing an_incor- 
rect use of the word) that many 
realtors do not understand the cor- 
rect use of the term. In recent 
months, when the term ‘Realtor’ 
committee was collecting affidavits, 
from members showing their use of 
the term, many submissions were 
rendered useless for the association’s 
brief, because the term was incor- 
rectly used. 

A further confusion arises from the 
fact that registration of the term for 
exclusive use of the members of the 
Canadian Association of Real Estate 
Boards had in the past been made 
through the Unfair Competitions Act. 
The Association is now working for 
registration through the Trade Marks 
Act, and hopes to be successful. When 
the term is recognized under this Act, 
the Association will be in a stronger 
position to conduct more extensive 
advertising and publicity campaigns, 
“Realtor Weeks”, etc., to make the 
public aware of the connotation of 
the term. Until such time, however, 
the Association wants to make sure 
members make correct use of the 
term, as incorrect usages may be 
detrimental to the Association’s at- 
tempts to have the matter finalized. 

On the local level, campaigns in the 
past have been conducted by many 
Boards to point out the distinction 
between a real estate broker and a 
Realtor. These are valuable, and 
should be continued. There are a 
few rules, however, that should be 
observed if we are to maintain the 
status of the term in relation to its 
registerable qualities. 

The term “Realtor” is now regis- 
tered under the Unfair Competition 
Act as +125 /28847, but because of a 
technicality in the wording of the 
Act at the time of the registration, it 
is deemed desirable to apply for new 
registration under the Trade Marks 
Act. 

An application has been launched 
for that purpose and it is hoped there 
will soon be sufficient evidence in the 
hands of the Registrar to substan- 
tiate our rights to register, and to 
demonstrate the exclusive nature of 
the word as being applicable only to 


members of the Canadian Association 
of Real Estate Boards. Expert legal 
counsel has been retained by the 
Association to deal with this regis- 
tration. 


It so happens that the terms of 
reference set forth in the Act under 
which the Association is applying, 
allows us to register the term if its 
use designates a special service which 
is distinct from and in addition to the 
normal services of a real estate broker. 
This it obviously is, as a “Realtor” is 
bound by a certain code of ethics, 
conduct, rules and regulations, not 


applicable to other “real estate 
brokers”. 
Thus a letterhead which states 


“John Doe, Realtor’, and goes on to 
describe the phases of real estate 
practised, as “appraisers, property 
managers, commerical real estate” 
would conform. However if a firm puts 
on its letterhead, John Doe, and fol- 
lows this with “realtors, valuators, 
property managers, etc.”, this does not 
conform with the terms of the Act. 
For we are trying to hold that the 
term represents a service, and thus it 
is improper to refer to anyone as a 
realtor, if you are intending to desig- 
nate that person’s occupation. If this 
is done, it may prejudice the position 
we have taken in our application. 


In using the term, care should be 
taken not to use it in such a way to 
make the word appear to be an occu- 
pation, but rather give it a connota- 
tion which would apply to a profes- 
sional designation. 


Should you have any doubts about 
copy, letterheads, etc., prepared for 
the purpose of publicising the term 
you may forward them to the Asso- 
ciation offices for review and counsel. 


P. J. Harvey, 
Chairman, Term Realtor Committee 


QUOTABLE QUOTES 

The reason people pass one door 
To patronize another Realtor, 

Is not because the busier man 

Has better houses, stores or plan 
Or cheaper prices; but it lies in 
Pleasing words and smiling eyes. 
The only difference, I believe 

Is In The Treatment Folks Receive! 
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PERSON to PERSON 


A REALTOR roundup of personalities in real estate fields 
from Coast-to-Coast 


YANKEE DOLLAR 
. over $65,000,000 invested in long 
term realty investment transactions 
.. that’s the record of the Canadian 
investment company of Tankoos Yar- 
mon Ltd., which has developed sub- 
stantially in the past four years. 
Funds come mainly from U.S. invest- 
ors 
NO HOPE EITHER 
that’s all To- 
ronto houses are, according to build- 
er N. C. McEachern. He told a meet- 
ing of the Community Planning Asso- 
that ‘““‘There’s been no pro- 
housing in Toronto in the 
last fifty years” 


strawberry boxes, 


ciation 


gress in 


HANDOUTS 
free literature and advice was 
dispensed to Ottawa citizens attend- 
ing the annual Home Show in that 
city, by members of the Ottawa Real 
Estate Board .. . 
A YEAR AFTER 
: a year spent as caretaker of a 
Vancouver building gave Hungarian 
refugee A. J. Laslo sufficient know- 
ledge of English to pass his real es- 
tate licensing exam and start out as 
with Oak Investments, 
Vancouver realty firm .. . 


a salesman 


FAST TALK 
From the Reader's Digest: A 
secretary tells us she always knew 
her boss was a quick thinking, go- 
getting salesman. But she never real- 
ized how quick thinking and go-get- 
ting until the other day when the 
telephone rang in their real estate 
office and a soft female voice asked: 
“Do you sell maternity clothes?” 
“No madam,” the replied, 
“but could we interest you in a lar- 


boss 


ger house?” 
APPRAISER 
.. William A. Kane, of Willowdale, 
for the past 19 years with the real 
estate department of the National 
Trust Co. Ltd., has been named as a 
senior member of the Society of Resi- 
dential Appraisers. 


THRIVING CO-OP 
Ottawa Real Estate Board re- 
ports that although real estate sales 
in the city are down 10 per cent over 
a similar period last year, Co-Op 
sales are up 15 per cent. Shows that 
the Ottawa boys have been busy sell- 
ing the advantages of Co-Op... . 
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FORMER PRESIDENT 
.. . Ontario realtors send their deep- 
est sympathy to the family of Frank 
Kent Hamilton, one of the founders 
and a former (1925) president of the 
Ontario Association of Real Estate 
Boards. Mr. Hamilton passed on in 
Hamilton, April 21st. 


MEET MARIE 

. members of the Greater Niagara 
Realtors Association were honored at 
the meeting of the Ad Sales Club of 
Niagara at its April 29th meeting 
when Mrs. Marie Keefe, well-known 
Buffalo realtor was guest speaker... 


LAKEHEAD WANDERERS 
... Fort William Globetrotters: city 
officials in Fort William, Ont., had to 
write letters to property owners in 
Paris, New York, Australia, New 
Zealand and Bermuda in an effort to 
buy up land on the other side of the 
Neebing River, in the direction of the 
expected expansion of the town... 


TOUGH LIFE 

. “Some men work hard and save 

their money, so their sons won't have 

the problems that made men of their 
fathers”... 


FIFTY-SEVEN 

. welcome to the CAREB family. 

The newly-formed board in Orange- 

ville, Ont., becomes CAREB's 57th 

member board. Congratulations, 
Orangeville realtors... 


WHAT? ME A BORE? 

A bore is one who talks about 

himself to you and a gossip one who 

talks to you about others, explains 

the Stratford Beacon-Herald. “But a 

brilliant conversationalist is one who 
talks to you about you”... 


AD-MEN 

. . MeConnell Eastman Co. has been 
appointed advertising agents for the 
Calgary Real Estate Board Co-Opera- 
tive Ltd. . . . the firm’s Vancouver 
branch already handles advertising to 
the Vancouver Real Estate Board... 


GOES FAST 

. Economics Dept.: “Inflation is a 

state of affairs in which we never had 

it so good, or parted with it so 
peett”... 


eel 


ie 


calendar 





1958 
Annual Convention, Saskatchewan Real Es- 
tate Association, Regina, June 13-14. 


Annual Golf Tournament, Toronto Real Es- 
tate Board. June 6th, Scarboro Golf Club. 


15th Annual Conference, Canadian Asso- 
ciation of Real Estate Boards, Queen 
Elizabeth Hotel, Montreal, P.Q., September 
20-24. 


1959 


If you're the long-range planning type, you 
may be interested to know that next year, the 
National Association of Real Estate Boards of 
the United States will be holding its annual 
convention in Toronto, in November, 1959. 


Also on the books for 1959 is the OAREB 
conference, scheduled for March, in London, 
Ont., and the Canadian Association Con- 
ference scheduled for Saskatoon, in October. 


RANG THE BELL 

Ottawa realtor Fred H. Toller 
negotiated the deal whereby the six- 
storey, $900,000 office building which 
is the home of the Department of Na- 
tional Defense changed hands _ re- 
cently. The building, was purchased 
by Tankoos Yarmon Ltd. from its for- 
mer owners, Albert Realties Ltd. on 
a purchase and lease agreement... 


SOLID SALES 

a builder who erected a solid 
brick split-level house inside the Coli- 
seum of the CNE for this year’s 
Home Show reports that he had nine 
offers of purchase and 70 leads, from 
persons who had seen the exhibit .. . 


WOMEN ON THE MARCH 

when will a woman be elected 
president of a Canadian Real Estate 
Board? Palo Alto (Calif.) Real Estate 
Board has elected its second woman 
president in its 30-year history .. . 


NO SODA 

Irony Dept.: “About the time 

some executives become important 

enough to take two hours for lunch, 

their doctors limit them to one glass 
of milk!” ... 


WESTERNS NEXT? 
. TV influence is creeping into real 
estate advertising, notes the San An- 
tonio Real Estate Board. One mort- 
gage broker there advertises himself 
as the “Lone Ranger’. Another 
broker passes out business cards 
reading “Have Real Estate—Will 
Sell”; another “The Wide, Wide 
World—we have it listed”... 





REAL ESTATE 
DIRECTORY 


GENERAL 
REAL ESTATE 


® CORNWALL, ONT. 
Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 
@ NANAIMO, B.C. 
“On the blue Pacific” 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 
@e SUMMERSIDE, P.E.L. 
“Summerside Realties” 
Box 298, Summerside, P.E.I. 
e BARRIE, ONT. 
Charles A. Rogers Realtor, 
Sterling Trusts Building. 
PArkway 6-6387. 
®@ OTTAWA, ONT. 
P. Hubert McKeown, 
McKeown Realties Ltd., 
169 Somerset St. W., (CE. 2-4806). 
® VANCOUVER, B.C. 
Len Korsch Realty Ltd., 
2331 Granville St. 
@ FORT WILLIAM, Ont. 
Willport Realty Limited, 
Fort William - Port Arthur. 


FOR REAL ESTATE 
SALE 


@ BRANDON, MAN. 

Hughes & Co. Ltd., 

125 - 10th Street. 

CALGARY, ALTA. 

Burn-Weber Agencies, 

218 Seventh Ave. W. 

® EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
10517 Jasper Avenue. 

@ NIAGARA FALLS, ONT. 
David D. McMillan, Limited, 
1916 Main Street. 

© OTTAWA, ONT. 

Charles A. Brownlee Limited, 
63 Sparks St.—CEntral 2-4203. 

e PETERBOROUGH, ONT. 

Irwin Sargent and Lowes, 

441 Water Street. 

QUEBEC, QUE. 


Ross Brothers & Company Limited, 


P.O. Box 9 (Uppertown) 
LAfontaine 2-4091. 

© WINDSOR, ONT. 

Alex E. Hoffman, 

930 London St. West. 

CALGARY, ALTA. 

Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 

® EDMONTON, ALTA. 
Weber Bros Agencies Ltd., 
10013 - 101A Ave. 

© OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


® CALGARY, ALTA. 
Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 
® EDMONTON, ALTA. 
Melton Real Estate Ltd., 
10154 - 103rd Street. Phone 47221. 
® EDMONTON, ALTA. 
Don Reid Real Estate Co., 
11563 Jasper Avenue. 
® FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 
e HALIFAX, N.S. 
Roy Limited, 
Roy Building. 
® REGINA, SASK. 
W. Clarence Mahon, 
350 Western Trust Bldg. 
© WINDSOR, ONT. 
Alex E. Hoffman, 
930 London St. West. 
EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


FOR IDEAL 
STORE LOCATIONS 


@ FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
121 May Street. 


FOR APPRAISALS 


® CALGARY, ALTA. 
Ivan C. Robison & Company, 
703-5 Street West, 
Phone AMherst 63475. 
@ EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013 - 101A Avenue. 
TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 
e ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324. 


© OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 





FOR SUMMER 
PROPERTIES 


® MUSKOKA, ONT. 
Francis J. Day, 
Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 


® HALIFAX, N:S. 
Roy Limited, 
Roy Building. 

® VANCOUVER, B.C. 


Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


® WINDSOR, ONT. 

U. G. Reaume Ltd., 

176 London St. W., 

802 Canada Trust Bldg. 
® CALGARY, ALTA. 


Crown Trust Company, 
227 Eighth Avenue W. 





Rates for Professional Listings 


For six insertions $50.00 
For twelve insertions ... $80.00 


WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. 


an 
Appraisal Institute of Canada 


MELTON REAL ESTATE LTD. 
Head Office, Edmonton, 10154 - 103rd St. 
Phone 47221 


Calgary, 534 - 8th Avenue West 
Phone AMhurst 6-2251 


Rates for Advertising 
in the Real Estate 


Directory: 
Per 
Issue 
2 lines — 12 issues $3.00 
2 lines — 6 issues $3.50 
2 lines — less than 6 issues $4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


HANKS & IRWIN 
ARCHITECTS 


2848 Bloor St. W., Toronto 
RO. 6-4155 


FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue properties, 
homes, building lots and sub-division developments. 


Write, wire or phone 


BOULTBEE SWEET & CO. LTD. 
555 Howe Street, Vancouver, B.C. MU 1-7221 





cc TIT TEER OEM ue eR SSS CESAR 





Brokers 


Here's How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 7,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


® Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 


One page $140.00 $125.00 $110.00 
Two-thirds page 118.00 104.00 99.00 
Half-page 84.00 74.00 64.00 
One-third page 64.00 57.00 54.00 
One-quarter page 59.00 52.00 47.00 
One-sixth page 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the 20th of the month prior to publication. 








